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I The 2004 AICPA PFP Technical
I Conference: Lessons Learned
The Over 650 CPA financial planners, including more than 100 PFS credential holders, attended
the 2004 AICPA PFP Technical Conference at the Mandalay Bay Hotel in Las Vegas, January 5
to 7. The conference covered a broad range of technical sessions and addressed special topics
in planning for retirement, investments, insurance, trusts, and more. Other sessions dealt with a
wide variety of practice management issues. A glance at the session materials list on page 7
will give you an idea of the breadth of topics, plus an opportunity to benefit in case you were
not able to attend. The conference steering committee, headed by Irv Rothenberg, CPA/PFS of
Zenith Capital LLC of Santa Rosa, California, organized a program that offered valuable, inspira
tional lessons for attendees to bring back home to enhance their practices.

Two themes permeated the conference: building a community and building a profession.
Attendees were reminded of Council's October decision to support the PFS credential and the
entire PFP specialty area and of the PFP Membership Section's new initiatives to build a com
munity for CPA financial planners (see A Message From the PFP Chair on page 5.) Also, the
PFP networking lounge provided a space and forum for speakers and conference attendees to
meet and network on an informal basis throughout the conference.

Building a Profession
Throughout the conference, speakers in both general and concurrent sessions touched on the
fact that CPAs have the unique combination of qualities, qualifications, and public perception
necessary to be leading financial advisers. In his opening remarks, Irv Rothenberg pointed out
that opportunities for CPA financial planners are greater than ever. Why? First, because the
market exists—there is a robust group of investors who need financial planning services, per
haps more than ever. Second, because, in the wake of the financial scandals of the past several
years, trust, integrity, and client service are more important than ever, making CPAs the ideal
professionals to provide financial planning services.
In the first general session, "An Open Discussion on Financial Planning and the Future of the
Industry," panelists offered the following thoughts about how CPA planners can best establish
and grow a practice to take advantage of the growing market for planning services:

• These days, "everyone" is a financial planner, and the field as a whole is not making it clear to
the public who has the skills to do the best job. This provides an opportunity for CPAs, both as
a profession and as individual advisers, to make the message clear to the public that CPA plan
ners, as true professionals with the appropriate credentials and training, can do the job.

• CPAs are uniquely positioned to provide planning services, since (1) they are traditionally
"handholders" and (2) they are the only ones who have traditionally taken a holistic view,

Continued on next page
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• Planners need to consider new demograph
ics of a growing market. Products and
services can be developed for those with
more modest incomes. Also, advisers need
to reach consumers for whom English is
not the primary language. For example,
Latinos and Asians, as demographic
groups, have rapidly growing assets.

Fee vs. Commissions—Not
the Right Question?
Stephen "Tony" Batman of 1st Global, Inc.,
Sheryl Garrett of the Garrett Planning
Network, and Kathryn Harrison of Aviana
Financial participated in a dynamic discus
sion, moderated by G. Joseph Votava, Jr. of
Nixon Peabody LLC, of the pros and cons of
the two fee structures.

Although some suggest that commission
based compensation provides an incentive to
sell and that fee-based services may be more
impartial, fee-based arrangements also have
drawbacks. For example, one criticism is that
only the affluent can afford fee-based servic
es, while a much broader group needs finan
cial planning. Another criticism, as Tony
Batman pointed out, is that fee-based
arrangements are not free of conflicts of inter
est; he offered Arthur Andersen's problems as
an example. But Batman also explained that
conflicts of interest are inherent in free-mar
ket capitalism, including in client-firm relation
ships, and are not inherently bad. The real
question, he said, is whether they are healthy
(i.e., fully-disclosed) or hidden.

The panelists discussed the pros and cons of
each compensation arrangement. Did they
reach any consensus or conclusions? Yes,
but not the ones you might expect. The panel
agreed on the following:

1. There is no perfect model.
2. Because the people within, and the servic
es provided by, each firm will be unique,
there is no one "right way" for all firms.

3. Choose a business model first, then a fee
structure. Planners should first decide
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which services they wish to offer, and
recognize that no one individual or firm
will have all the expertise to fully serve
clients. Do only what you do best, and
then identify ways to form strategic
alliances with others. Only when you
have resolved these issues can you make
the best decision for your firm regarding
fee structure.

4. Regardless of how fees are ultimately
structured, be sure they are clearly and
completely disclosed.

5. Regardless of fee base, professionals who
deliver value will be the ones who profit.
Provide exceptional value and excellence.
Tony Batman's advice: "Be essential, be
relevant, be significant to all your clients
and you will win, regardless of which fee
structure you choose."

Essential Strategies
for Success
In the session "Realizing the Opportunity
2004: The Essential Strategies for
Successfully Incorporating Investment and
Insurance Services into Your Accounting
Practice," John J. Bowen, Jr., CEO of CEG
Worldwide, LLC, consultants to advisory
businesses, echoed the message that CPAs
are uniquely positioned to provide advisory
services. He pointed out that the landscape
of CPA services will likely undergo consider
able changes over the next several years,
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and that, while only a proportionately small
group of CPAs is now deeply involved with
financial services, large numbers of CPAs
say they expect to join this group. He also
reiterated the observation of other speakers
that there is a significant market of
prospects who would be likely to obtain
financial products and services from their
accountants.
According to Bowen, there are several busi
ness models of U.S. advisers: investment
generalists, product specialists, and wealth
managers. Most advisers believe that wealth
management will be the dominant business
model. Wealth management means taking
care of the needs of affluent clients, their
families, and their businesses as part of a
long-term, consultative relationship.
Research points to a high probability that
clients are looking to their CPAs to provide
these services—and if they don't provide
them, someone else will. Some of Bowen's
advice:

• Use a consistent consulting process to dif
ferentiate yourself from the competition

(e.g., holding a discovery meeting, an
investment plan meeting, a mutual com
mitment meeting, and regular process
meetings).

• Manage your practice as a business. Far
too many advisory practices lack focus in
their delivery of services. Remember that
successful advisers deliver high quality,
consistent experiences for their clients at
every contact. Successful businesses
have a plan for action.

• Effectively leverage financial institutions
and professional relationships. Providing
more services to your clientele while
maintaining a client focus will require that
you outsource many services. Outsource
services that are not part of your core
expertise. Choose carefully: the partners
you choose may be the single biggest fac
tor in your success.
• Commit to ongoing learning: develop an
expert study group; utilize mentors,
coaches, and consultants; and invest in
training.

SERVICES AFFLUENT INVESTORS
WANT FROM THEIR FINANCIAL ADVISERS
Service

Percentage

Asset allocation

56.7%

Financial and estate planning

41.2%

Tax planning

23.5%

Manager of managers

1.5%

Asset protection

1.0%

Family business planning

0.8%

Philanthropic advisory

0.7%

Education/information

0.2%

Advice/counseling

0.1%
Source: Cultivating the Affluent, Analysis: CEG Worldwide

Adding Value in a
Competitive Environment
As indicated earlier, participants in the
"Fee vs. Commissions" session agreed that
deciding how to add value needs to come
before choosing a particular fee structure.
In the session "How Advisors Add Value in
a Highly Competitive Environment," Larry
Swedroe of BAM Advisor Services
explained the issues involved in adding
that value. Some of Swedroe's suggestions
include:

• Educate clients so they can make wise
decisions. Help them find the right level
of risk, and give them the discipline to
"ignore the noise of the market" and
stick with chosen strategies. How does
an adviser provide that discipline? By
communicating in writing and orally with
clients on an ongoing basis, addressing
their emotions, and educating them on
the issues, including keeping them
abreast of the latest professional
research.
• Ensure that components of a client's
financial picture are not viewed in isola
tion. For example, advisers should be
sure that estate and tax-planning deci
sions are integrated into the overall
financial planning process and that all
the client's advisers are working in the
same direction.

• Be aware of the full spectrum of invest
ment products available and analyze their
benefits and costs to ensure that the
ones chosen are the most appropriate to
meet the client's goals.
• Recognize that a single adviser cannot
be expert in all necessary areas, and
form strategic alliances with providers of
other skill sets and services. ●

Goldberg Receives AICPA Award for Distinguished
Service in Financial Planning
At January's PFP Technical
Conference in Las Vegas, the
AICPA named William J.
Goldberg, J.D., CPA/PFS as the
recipient of its 2004
Distinguished Service Award
for Financial Planning. The
award is the highest honor
given by the AICPA PFP
Membership Section to a CPA
who has served the public
interest by enhancing the quali
ty of personal financial planning
services.
Goldberg, Regional Director of
Bernstein Investment Research
William J. Goldberg, recipient of the PFP Distinguished Service Award,
and
Management and a retired
left, with Anat Kendal, Director, Financial Planning, AICPA;
partner of KPMG LLP, served
and Joel Framson, Chair, AICPA PFP Executive Committee
eight years as a member of the
Institute's Personal Financial Planning Executive Committee and is a former chair of that body. He is also a
past chair and member of the AICPA Personal Financial Planning Legislation and Regulation Task Force; in
these capacities, he testified before Congress on the regulation of financial planning and was a delegate to the
National Summit on Retirement Savings.
As head of KPMG's Personal Financial Planning practice, Goldberg required all CPAs in that group to acquire the
AICPA's Personal Financial Specialist designation, and at one time the firm had over 100 credential holders.

"Bill has been an active and vocal supporter of the AICPA and has shared his knowledge over many years by
speaking at our Personal Financial Planning Technical Conference on many different estate-planning subjects,"
said Joel Framson, present chair of the PFP Executive Committee. "He is a solid citizen and a strong advocate
of the profession."
Goldberg served with KPMG for 25 years. He began his career in the financial planning division of Continental
Bank in Chicago. He graduated Phi Beta Kappa from Knox College in Illinois and holds a J.D. from Cornell
University. He lives in Houston. ●

I CPA Financial Planner Forum Launched
The AICPA heard from many of you
that you would like a place to talk
to other CPA financial planners—a
place where you could share ideas,
discuss ethical or technical issues,
get an update on regulatory or leg
islative issues, seek advice, post
referrals, and network with your
colleagues.
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In response, an online forum has
been launched as part of the
enhanced PFP Web site. You can
access this new CPA Financial
Planner Forum once you sign in to
the Members-only area for the PFP
Membership Section
(www.aicpa.org/pfp). Look for the
hyperlink entitled "PFP Discussion

Forum" near the top of the Web
page...one click, and you're there.
Follow the easy instructions on reg
istering for the Forum and you'll be
networking with your peers in no
time. Visit the CPA Financial Planner
Forum today and join in on the dis
cussion! ●

A Message from the PFP Chair:
There’s No Place Like Home

We now have
the determina
tion, renewed

3. Between August 1, 2004 and July 31,

By Joel H. Framson, CPA/PFS
The message needs to be shouted from the
rafters: Each of us who belongs to the PFP
Membership Section must do our part to
communicate to all CPAs providing personal
financial planning services that the AICPA
PFP Membership Section is our home. Let
me explain why this is so critical at this
time.

PFS Retained
If you thought your voice didn't matter, think
again. The AICPA embarked on an extraordi
nary member outreach campaign in 2003.
The PFP section held six town hall telecon
ferences to solicit member ideas, com
plaints, suggestions, goals, observations,
and feedback on the PFS credential. In addi
tion, you were asked to formally submit
your thoughts through the PFS Invitation to
Comment process.

Through this outreach, the AICPA heard loud
and clear that you, the members, wanted
the PFS credential to remain within the
AICPA. In October, Council made it official
and voted to keep PFS as well as the other
specialty credentials.

Renewed Commitment
PFS not only has a home, but Council recog
nized that if the AICPA PFP Membership
Section were to become the home for all
CPA financial planners, sufficient resources
to remodel would be essential. As part of
the renewed commitment to the PFP spe
cialty area, Council gave us some key direc
tives:

1. By July 31, 2006, we need to grow the
number of PFS holders to 3,600;

2. By July 31, 2006, we need to achieve
financial breakeven for the PFS credential
program;

2006 the financial resources devoted to
the entire PFP specialty area (credential,
Membership Section, and discipline
combined) will total $4.6 million in
excess of revenues generated by the
specialty area.

We now have the determination, renewed
commitment, and financial resources to
build a comfortable home for all CPA finan
cial planners, including PFS holders. The
increased funding will enable the PFP spe
cialty area to hire additional staff, implement
additional strategies, and increase member
deliverables. This will not only improve the
value to CPA financial planners but will also
help us build a vibrant community for them.

commitment,

and financial
resources

to build a
comfortable

home for all
CPA financial

planners.

Let me assure you that we will not fail to
meet the first two objectives. We have
already made some progress—some new
initiatives have been launched. More on
those in a moment...
In addition to its close work with the new
dedicated AICPA staff for the PFP specialty
area, the PFP Executive Committee is coor
dinating efforts with those of the National
Accreditation Commission (NAC) and the
PFS Credential Committee to achieve ulti
mate success.

Community Forming
We all need to help build a robust communi
ty. I envision as much grassroots involve
ment as we can develop in this endeavor.
While the PFP Executive Committee has
begun strategically to translate the concept
of community into objectives and tactics,
we continue to need your feedback. To
make this your home and your community,
we need to know how you define communi
ty. What do you want that community to
look like and what should it include?
In the two months between the council vote
and our annual PFP Technical Conference in
Continued on page 6
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Sharing wisdom
builds community.

So we created a
forum to:
• Share best

practices
• Build knowledge
• Encourage

mentoring

early January, this is what we have
already accomplished:

1. New PFP Area Web Site. Later this
year, the PFP area Web site will be trans
formed to a PFP Quality Center and portal.
However, as you know, building Web sites
takes money. We felt that changes were
so important that we did not want to wait
until the new funding becomes available in
August 2004 to begin this project. So we
now have an enhanced PFP section Web
site that is easier to find. More information
is available on page 8. You can access all
the information you need on the PFP disci
pline, PFP Membership Section, and PFS
credential from one main page.
This is just the beginning. We envision
making this site more dynamic and useful.
As soon as practicable after August, we
anticipate rolling up this site into an
expanded online quality center. Stay
tuned.

2. Discussion Forum. Sharing wisdom
builds community. So we created an
online forum to do just that. Let's share
best practices. Let's use the experience of
our members to answer questions we may
have. Let's encourage mentoring by having
our more experienced financial planners
and PFS credential holders available online
to help others in our community build
knowledge. We should all get in the habit
of signing on to the forum at least once a
week. See page 4 for information about
accessing the forum.

Grassroots Involvement
Only you can make PFS and our PFP
Membership Section successful. We also
need to work closely with state CPA soci
eties and their leadership to build interest
in PFP among CPAs. We need your assis
tance on many of these efforts.
• Recruit other CPAs who engage in some
amount of financial planning to join the
PFP Membership Section. There is
power in numbers. Help other CPAs
increase their competence by leading
them home to where they can obtain our
Ethics, Statements on Responsibility in
Personal Financial Planning Practice

(SORs), and Practice Aids. Instructions
for joining the Membership Section are
available at www.aicpa.org./members/
div/pfp/memb.htm. If you know CPAs
who qualify, encourage them to obtain
their PFS credential.

• Get active locally in organizing activities
to build awareness of the breadth and
wealth of knowledge that CPA financial
planners and PFS credential holders pos
sess. Local marketing of PFS will be
instrumental in building the brand.

AICPA PFP Technical
Conference
If you weren't at the conference in
January, you missed the best PFP confer
ence we have ever held (see article on
page 1). We had over 650 people in atten
dance at the Mandalay Bay Resort in Las
Vegas. Keynote speakers John Bogle and
George Will gave memorable presenta
tions. Between high-level panel discus
sions, technical sessions and a case
study, there was something for everyone.
Some of the other important developments
that you should know about from the PFP
Conference include:

• Waiver of PFS application fee at the
PFP conference. As an incentive for
those who qualified, we waived the ini
tial application fee for interested creden
tial holders. We also simplified the
Multiple Entry Point System for those
members who currently hold the CFP®
credential. As an added incentive, we
extended the concept to firm members
of all CPAs at the conference.

• Networking lounge. To facilitate building
community, we kept a networking room
open every day. Both Executive
Committee members and AICPA staff
were available to speak with attendees
and create an interactive environment.

Project for Financial
Independence
The AICPA is proud to be a part of this
important national initiative. The AICPA is
one of six organizations that have joined

Continued on next page
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forces to sponsor the Project for Financial
Independence, the nation's first multiorganizational financial planning effort.
The project offers free financial guidance
to individuals who cannot afford a finan
cial adviser, or who are facing an immedi
ate or unusual financial need. The other
organizations collaborating on the project
are the Certified Financial Planner Board
of Standards, Financial Planning
Association, National Association of
Personal Financial Advisors, National
Endowment for Financial Education, and
Society of Financial Service Professionals.
While the Project for Financial
Independence initially will provide servic
es only through nonprofit organizations,
its sponsors eventually plan to work
directly with individuals, linking them to
volunteer financial advisers by way of a
dedicated Web site at www.consultaplan
ner.org. Currently, the site is available as
a resource for financial advisers who
have volunteered their services for the
Project for Financial Independence and
charitable organizations. If you are inter
ested in offering your services, contact
the AICPA at (201) 938-3750.

In closing, let me thank each of you in
advance for your proactive involvement
and support as we work together to build
a vibrant CPA financial planning communi
ty. Please do not hesitate to contact me
personally if you have any ideas or sug
gestions for the PFP section.

AICPA PFP Technical Conference Materials Available
If you missed the 2004 AICPA Personal Financial Planning Technical Conference, you
can still benefit from the guidance offered through recordings of the sessions. The
knowledge provided will help you manage your practice, work with clients, and assist
them in making sound financial planning decisions. The following session recordings are
available for order:
An Open Discussion on Financial Planning
and the Future of the Industry

How Advisors Add Value in a Highly
Competitive Environment

412(i) Plans; Fully Insured Defined Benefit
Plans

Executive Compensation Planning

Introduction to the Case Study
Planning for Sudden Unplanned Events—
Helping Your Clients Face New Realities
Long Term Care Insurance Planning—After
the Dust Settles

What You Should Know About Brokers so
That You Can Keep Your Clients from
Becoming Their Victims
Serving the Client in the New Era of
Financial Markets

Retirement, Risk Management and
Financial Independence

Financial Planning for the Divorcing Client

2004: A Retirement Planning Odyssey

Joel H. Framson, CPA/PFS

Demystifying the World of Hedge Funds
The New Retirementality: Planning Your
Life and Living Your Dreams.. .At Any Age
You Want

Private Foundations, Supporting
Organizations and Community Foundations

with Allied Consulting Group, with

The Growing Health Coverage Dilemma

three offices in southern California.

Public Affairs, Public Policy, and American
Society

He can be reached at

(310) 474-9801 or by email at

Controlling Portfolio Risk with NonTraditional Investments
Delivering Value to Your Clients' Lives—
How to Monitor the Only Balance Sheet
That Really Matters to Your Clients

Getting to the Future: The Ten Principal
Drivers of the Global Economy

A CPA's Role in the Review of Trusts

Fee vs. Commissions: Business and
Ethical Perspectives

A Wrap-Up of the Case Study

CPA/PFS, CFP, MBT is a principal

5 Top Ideas in Innovative Deferred
Compensation

Realizing the Opportunity 2004: The
Essential Strategies for Successfully
Incorporating Investment and Insurance
Services Into Your Accounting Practice

Tax, Estate and Investment Planning

Warmest regards,

Joel H. Framson,

AICPA Initiatives (Luncheon Speakers)

5 Top Ideas in Innovative Estate Planning

Current Individual Income Tax
Developments

Individual audiocassettes are $15.00
each; the complete set of 28 audiocas
settes is $375.00; on Multimedia CD-ROM
it is $350.00. The multimedia CD-ROM
contains speaker materials, Power Points,
and audio from the sessions.
There is a 10% discount for orders over
$100.00 (does not apply to CD-ROM or
complete sets). Shipping within USA: Add
$2.00 per tape; $10 maximum.

Send orders to Conference Copy Inc.,
8435 Route 739, Hawley PA 18428;
charge orders accepted by telephone at
(570) 775-0580 or by fax at
(570) 775-9671; or order online at
www.conferencemediagroup.com.●

jframson@alliedconsulting.com.
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| Visit the Enhanced PFP Web Site
Have you paid a visit to the PFP Web site
lately? If not, we encourage you to visit
www.aicpa.org/pfp. In January, new fea
tures were added, including links to:

• A members-only area for PFS credential
holders

• The new CPA Financial Planner Forum

• What's New in Financial Planning

• Information about current hot topics and
issues in personal financial planning

• And much more

• Resources, tools, and practice guides
• A members-only area for the PFP
Membership Section

• PFP Library

As more resources and features are added to
the PFP Web site, we will transition the site
to an even more robust PFP Quality Center
and portal by summer 2004—a one-stop
shop for many of your professional needs.

As a member of the PFP Membership
Section, you will need a special user ID and
password to access the exclusive membersonly area for the Section. (If you did not
receive your user name and password via email, please contact the PFP Membership
Section at pfp@aicpa.org.) Once inside the
members-only area, you will find additional
useful resources, including an archive of PFP
E-News, PFP Pointers, and more. ●
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